Abstract. Our paper focuses on the analysis of the the role of risk management in sustainable hotel chain policy. We tackle the issue of risk evaluation and prevention in hotel industry as a factor of enhancing its entrepreneurial value. Our empirical value-added is based on its own novel survey based on a case study of a chosen company. We evaluate the problem areas of risk management and make suggestions for the hotel optimization procedures based on our results and findings. Furthremore, we compare the outcomes of our research with those of the the studies conducted by the renown foreign companies and focusing on payment discipline and risk management. Our results demonstrate that in order to optimize the cash flow in hotel operations, it is advisable to provide a balanced business mix and improvement of strategic internal processes. Moreover, it appears that for the optimal application of the risk management it is important that a new or updated strategic analysis is conducted annually within the business entity according to the development of both the external and internal environment. Furthremore, financial and payment risks need to be integrated into the formulation of strategic goals so as to identify which of them can put the strategy and its strategic goals at stake. 
Introduction
Contemporary societies encounter wide range of threats, therefore recognizing, preventing and management of those threats have become one major preconditions of sustainable development process (Korauš et al., 2016; Fabuš, M. 2017; Korauš et al., 2017a; 2017b; Mishenin, et al. 2018; Tvaronavičienė, 2018; Veselovská et al., 2018) . The presented research will tackle a case of one of key industries, specifically a hotel industry. In the hotel industry, an important role in successful sustainable entrepreneurship is played by a payment discipline of business partners and business mix. Poor payment morale can significantly affect the cash flow and, therefore, the payment capabilities of a hotel (see Abrhám and Wang, 2017) . For this reason, it is desirable to include payment discipline not only in the financial management but also in the risk management (Abadi et al., 2018) . These are one of the most notorious problems companies in the Central and Eastern European countries (CEEC) are often facing with an adverse effect on their performance and profitability (see Abrhám et al., 2015a; Abrhám et al., 2015b; Jiroudková et al., 2015; Ehrenberger et al., 2015; Vasylchak and Halachenko, 2016; Jelínková et al., 2017; Filipishyna et al., 2018; Mackevičius et al., 2018; Narkunienė, Ulbinaitė, 2018; Zemguliene Valukonis, 2018; Volchik et al. 2018 ).
The aim of this article is to analyse the role of risk management in hotel chain policy through its own empirical survey within the case study of a chosen company. On the basis of the findings gathered, the problem areas of the risk management are evaluated, and hotel optimization procedures are proposed.The results of our own research are compared with the studies by renowned foreign companies focused on payment discipline and risk management.
The theoretical groundwork of the study constitutes a clarification of the attitudes to risks and the risk management in the hotel sector as well as the observation of the payment discipline. The empirical survey focused on the payment discipline in relation to individual countries was implemented in cooperation with travel agencies, lasted one year and took place between September 2015 and September 2016. That part of the research was implemented in cooperation with travel agencies. The summary data on payment morale of the business partners of Le Hotels Group s.r.o. that were evaluated dated to the period 2016 to 2017. The information on the number of overdue invoices related to both the maturity and the country of origin of the business partners (travel agencies) was evaluated through a relative frequency, which also applies to the evaluation of the total data on the payment discipline.
Risk management in analysed industry: theoretical grounds
Main risks in the hotel sector include, among other things, seasonality, unreliability of business partners, fluctuations or low motivation of employees or highly competitive environment (Ambrosetti et al., 2014; Čábelková et al. 2015; Niño-Amézquita et al., 2017; Dung et al., 2018) . Risk management in the hotel industry is part of strategic management, which focuses specifically on prevention and reduction or elimination of the risks through specific methods and procedures. Risk management practices in the hotel industry depend on a variety of factors, including the size of the hotel and the fact whether the hotel is part of a hotel network or operated independently (see Waikar et al., 2016) .
Risk management is one of the important components of the strategic management as a set of management decisions that determine the long-term performance not only of the hotel but also of any other business company (see Grasserová et al., 2012; Strielkowski et al., 2014) . Each strategic plan is based on a set of assumptions that do not have to be met in the current period of globalization of the economy and the turbulence of the business environment, and indeed, the assumptions are, to certain extent, not fulfilled (see Fotr et al., 2012) . The management of the hotel shall therefore be able to flexibly respond to changed conditions, which is the task of risk management and, in some cases, of the crisis management aimed, among other things, at mitigating the impacts of natural disasters. In those cases, the cooperation of hotel management with local public administration plays a key role as proved in case of the devastation of the Japanese tourist destination Tohoko affected in 2011 by the tsunami (Nguyen et al., 2017) . The risk management should significantly reduce the negative impacts of unfavourable business environment developments on the results of the strategic plans of the hotel; one of the negative impacts on the chosen strategy may be the negative consequences for cash flow as a result of poor payment discipline of the business partners. The consequences of bad payment morale trigger further changes in processes and resources of hotel companies, have a longer life cycle, and thus have a retrospective effect on the strategic management (Russel-Jones, 2016) .
Responsibility for risk management is spread across organizations throughout the management. The highest responsibility is naturally on the owner, the statutory body and the top management of the company (Rais, 2010; Radovic et al., 2017) . In small hotels (see the division of companies by size in the subchapter payment discipline), the responsibility for risk management is concentrated at the level of the statutory body because it is not efficient to employ a specialized full-time risk manager. In medium and large hotel companies, responsibility is spread over individual managers. Large hotel companies (hotel chains) have a designated specialist (risk manager). Almost in all cases, the risk management is associated with the role of the CFO, as the impact of risks (damages) as well as the countermeasures can be expressed financially and have an impact on financial planning. This impact in the hotel industry can be also described as operational risks or operational changes. Financial performance of an enterprise influences the risk management and vice versa.
As an example, we can put the role of the risk management in the rising debt of the hotel; in this situation its financial position and the risk of creditors are deteriorating, which significantly influences the interest rate of foreign capital (Fíbriová and Šoljáková, 2005) . Risk management consists of four interdependent phases: risk identification, risk assessment, risk management (or mitigation) and risk monitoring (Smejkal and Rais, 2009; Chiabai et al., 2014) .
One area where the violation of ethical standards in the form of contract failures can have very fatal consequences on the cash flow (or even solvency) of a hotel company is a payment morale. The additive effect of very poor payment morale of the key business partners in a short period of time may represent a critical risk (see Table  1 ) and lead to crisis of the hotel. This applies in particular to small and medium-sized businesses. The crisis of an enterprise usually occurs after the break of the balance between the enterprise and its surroundings takes place (Zuzak, 2008) , which is precisely the case of poor payment morale of business partners of the enterprise. Payment discipline means the timeliness of the payment of the liability by the customer. The source of the risk is therefore the insufficient cash of the hotel caused by the late payment of the partner company. The payment morale is low if the business entity holds payments and pays its liabilities only after a set deadline. From the risk management point of view, the payment discipline is a fiscal risk (Merna, Faisal, 2007) . In terms of financial management, payment discipline can be measured indirectly via debt turnover ratio. That indicator shows the average maturity of receivables, i.e. the number of days until the invoice is paid (Fotr et al., 2012) . This indicator helps financial managers to determine how many days will elapse during which the collection of money is retained in receivables. During this time, the hotel has to wait for the collection of payments for its already made revenues for provided products and services (Kislingerová, 2007) .
Payment discipline in the international environment
Payment morale is monitored by a number of reputable international companies. The research focuses on finding out data on payment discipline in individual countries, or according to the criteria of the size or business area of the business entity. Based on that data, companies can set appropriate risk management measures. The following are the results of the international studies by Bisnode (2017) and Atradius (2016) .
From the results of the Bisnode (2017) study it can be summarized that the European average of paid receivables for the provided goods or services was improving on the maturity date. In 2014, 37.6 % of the invoices were paid at the time of maturity, while two years later that figure grew up to 39.1 %. This means that, out of the total number of receivables monitored in 2016, on the maturity date was paid on average 39.1 % of receivables in the monitored countries. The mean value that divides the set into two equal halves had a value of 43.6 % in 2016. In 2014 and 2016 Denmark recorded the highest proportion of paid claims at the maturity time. Very good payment morale also showed Germany in the both years. By contrast, the northern countries such as Ireland and England, and the countries of Southern Europe like Romania and Portugal, rank among the countries with a low maturity on the due date. If we look at bad payment morale represented by the proportion of outstanding commitments for more than 90 days after the due date, we find that the United Kingdom and Ireland improved their rating, while the Southern European countries (Romania, Greece and Portugal) also here showed poor payment morale. Besides these countries we can name Turkey and Poland among the countries with a relatively high proportion of outstanding claims with 120 days past maturity (Bisnode, 2017) .
In the case of the Czech Republic, it was found that both in 2014 and in 2016 there was a better proportion of matured receivables on the due date compared to the average of the countries surveyed. By maturity, 38.2 % of the invoices were repaid in 2014, while two years later, the proportion of paid invoices grew by 6.5 % up to 44.7 %. Within thirty days after the due date, 53.5 % of invoices were paid in the Czech Republic in 2014, while in 2016 the proportion of invoices paid 30 days after the maturity fell to 49.3 %. In 2014, the companies paid 5.7 % of invoices within sixty days after the due date. In 2016, the proportion of invoices paid in this period dropped to 4.2 % of the total number of receivables tracked. The share of invoices outstanding three months after their maturity in 2014 amounted to 1.4 % and then declined to 1.1 % in 2016 (Bisnode, 2017) .
Atradius divides its regular annual reports on payment discipline according to the defined world regions while for Europe the report in 2016 distinguishes between Western Europe and Eastern Europe. Western Europe includes Germany, Austria, Denmark, Great Britain, the Netherlands, Sweden, Switzerland, Ireland, Belgium, France, Greece, Spain and Italy. Eastern Europe is represented by the Czech Republic, Hungary, Poland, Slovakia and Turkey. The Atradius survey focuses on the payment discipline of the B2B (business to business) which means on the business relationships between two business partners. B2B relationships generally operate on the principle of the electronic data exchange. The Atradius International Survey focuses on a number of B2B areas (for example, the access to business credits for B2B business transactions), however from the perspective of this paper, the most important data is on the payment discipline. The data presented is divided into two main areas: 1) the average payment term -the average payment term recorded in Western Europe and Eastern Europe; and 2) the late payment -the percentage of respondents reporting late payment by B2B customers (Atradius, 2016) .
From the Atradius research results, it can be seen that the difference in payment discipline between the countries of Western and Eastern Europe is not very striking, except when the invoice is paid after more than 90 days. In that period, across sectors, there is a better payment level shown for Western European countries. In the proportion of paid invoices within 30 days and within 60 days, Western and Eastern European companies doing business in the service sector are not much different. After that, however, there is a certain difference; more than 60 days after the maturity were paid 5.3 % invoices in Western Europe while in Eastern Europe it was 6.8 % of invoices (Atradius, 2016) . The most significant differentiation in the payment discipline of Western European and Eastern European business entities in the service sector was reported in the payment of the invoice for more than 90 days. While in Western Europe less than 1 % of the invoices were paid after 90 days, the proportion of those invoices in Eastern Europe was 4.5 %. In Western Europe, the companies in the service business got their invoice settled on average 29 days since they were issued while in Eastern Europe those companies received the payment on average after 30 days (Atradius, 2016) . The analysis also focused on a payment morale indicator according to the size of the company. In the European Union, companies are sized as micro-enterprises (less than 10 employees), small businesses (10 to 49 employees), medium-sized enterprises (less than 250 employees) and large enterprises (Buculescu, 2013) . Atradius, for the purpose of analysing the payment discipline, defined the categories of "micro-enterprises", "small and medium-sized enterprises" (SMEs) and "large enterprises". Hotels as separate units belong to the SME while the hotel chains belong to the category of large enterprises.
The Atradius study also shows that in the both monitored transnational regions, the micro-enterprises have the best payment morale, accounting for approximately 83 % of invoices within 30 days, while approximately 72 % applies for SMEs and 68 % for large enterprises. The difference between the payment morale of Western European and Eastern European businesses, depending on the size of the firm, is reported in the invoices paid for 90 days or more from their issuance in all size categories of the businesses (Atradius, 2016) .
Looking more closely at the category of SMEs, which includes most hotels operated in the Czech Republic, the invoices paid more than 90 days account 1 % in Western Europe, while in case of Eastern Europe based businesses the share of those invoices made 5.4 % (Atradius, 2016) . The Atradius survey results are partly in line with the results of the Bisnode survey presented above. Measured by the indicator of invoice repayment of more than 90 days, Greece and Spain belong among the worst countries (Portugal is missing in the analysis) and also France had poor payment morale. On the contrary, in Austria or Germany, the unpaid invoice after 90 days was not recorded at all. In Eastern Europe, by far the worst payment morale (measured by the number of outstanding invoices within 90 days) was in Turkey, where the proportion of due invoices within 90 days exceeded 6 % which was similar to Greece and Spain mentioned above. Compared to other V4 countries the Czech Republic had the highest share of invoices repaid in more than 90 days, but when measured by the average day of the invoice reimbursement (26 days) it belonged among the leaders of the Central European countries. The average pay out of 26 days ranks the Czech Republic among the best countries also within Western Europe (Atradius, 2016 ).
In the above text there were presented the results of the Atradius study from the point of view of payment morale measured on the days after the issuance of the invoice. Another form of the measurement is a payment after the date that had been marked as the due date on the invoice. This is the proportion of companies in the total number of the examined companies that in their business activity encountered with a failure of their business partner to pay his invoice by the due date. The survey methodology differed slightly for the countries of Western and Eastern Europe. While data for Western Europe was broken down by both the sector and size of the companies without any distinction, whether the payment was received from a domestic or foreign company, the data in the Eastern European countries also reflected the company origin. According to the study, in Western Europe, more than 90 % of the companies participating in the cross-industry study reported late payment; in the service sector it was approximately 92 %. In Eastern Europe there is a difference depending on whether the deal was made with a domestic or a foreign business partner. In the service sector the difference was almost 8 %; in terms of a domestic business transaction, the companies recorded more than 90 % of their late payment, while the share of late payments was less than 83 % when trading with foreign partners.
The analysis of the overdue payment data according to the enterprise size shows that in Western Europe, the largest proportion of the invoices not paid by the due date emerged in the SME enterprises; over 95 % of the businesses met with that late payment. As in the case of the overdue payment analysis according to the sectors, the difference in the late payments reported in Eastern Europe depended on whether the transaction was made with a domestic or a foreign partner. In all three size categories, the businesses had, in term of payment discipline, a better experience with foreign business partners than with domestic ones. In the SME category, approximately 87 % of businesses encountered overdue payment in the domestic payments, while less than 4 % of the firms have that negative experience in dealing with foreign companies.
A case study
As a data base for the analyses carried out within the case study, the Le-Hotels s.r.o. financial statements on the fulfilment of the specified financial and factual indicators were used. The information on the number of due or outstanding invoices according to the maturity and the country of origin of the business partners (travel agencies), were evaluated by means of a relative frequency, which is also true for the evaluation of the aggregated data on the payment discipline.
Since 2015, Le Hotels Group s.r.o. operates a total of five hotels in the capital of the Czech Republic Prague, with a total capacity of 1 150 rooms (about 352 employees); specifically these are Grandior Hotel Prague, Grand Majestic Plaza, Grandium Prague, Élite and Hotel Majestic Plaza. The revenues department of the Le Hotels Group s.r.o., which is in charge of the sale of hotel rooms, had the lead in this study. The subjects of the analysis were both the company as a whole and the Grandior Hotel Prague alone. Its capacity of 393 rooms, due to its size, is sufficient to maintain a diversified business mix; thanks to its location and the conference facilities, it can attract both leisure and corporate clients and thus allows further analysis.
From the analysis of the statistical data of Le-Hotels s.r.o company, we can see that business partners from the Czech Republic showed better payment morale than foreign companies. While within 30 days after the date of the issuance of the invoice, the hotel company received 70 % (or 80 %) of the payments from its domestic business partners out of the total domestic payments, from the foreign ones it was by 11% (10 %) less. In terms of unpaid invoices after 60 days, there was a relatively high difference between the domestic and foreign business partners (travel agencies) in 2016, but in 2017 that ratio was equivalent. These findings do not correspond to the results of the Atradius research study presented above, which, in case of Eastern European businesses (measured by the share of respondents with experience of late payment) found the worse payment morale in case of domestic payment system compared to the payment from abroad. The average day of the invoice payment from both domestic and foreign partners in 2016 was the 29th day after the invoice was issued; in 2017 the average was reduced by two days on the 27th day. Overall, the business partners of Le-Hotels s.r.o had slightly better payment morale in 2017 compared to 2016. From a comparison of the payment discipline of Le-Hotels s.r.o business partners (travel agencies) by country, it is clear that the total debt of travel agencies based in Europe amounted to 4 % and the total percentage debt of hotel accommodation customers made 4.51 % on the due date.
The payment discipline of the partners from each country was monitored individually according to the due period from the maturity date. The highest percentage of outstanding invoices within 30 days of maturity was reported by travel agents from England and Finland (8 %). French and Portuguese travel agents did not pay their liabilities after 30 days of maturity in 7 % of the cases, while Italian, Belgian, Spanish, Slovak and Czech did not pay for in 6 % of the cases. The largest proportion of debtors within 60 days of maturity recruited from the Greek travel agencies (13 %). The second largest number of the outstanding invoices for accommodation services within 60 days was reported for Turkish travel agents (11 %). A relatively high number also appeared in case domestic and English service providers (7 %). On the contrary, in case of the Nordic countries (Finland, Denmark), there is a good payment culture. The share of Greek travel agencies in the total number of the outstanding invoices within 90 days of maturity increased to 28 %. It can be seen from the data that Southern states have probably worse payment morale than Northern countries; Portuguese travel agencies reported 9 %, Turkish 6 % and Spanish 4 % share of the total number of the outstanding invoices. In the Northern countries, the surveyed company made the worst experience with English travel agencies, which showed an 8 % share of the total number of outstanding claims within 90 days after the due date. From the data analysed, it can be observed that the established trend continued also in case of 120 days within the maturity of the accommodation invoice. The largest share out of total outstanding commitments in the given period was reported again for Greek (22 %), Portuguese (12 %) and Turkish (12 %) travel agents from Southern Europe. Furthermore, in terms of 120 days after the due date, the largest debtors are Greek travel agencies. Their share makes 28 % out of the total number of unpaid claims for more than four months. Portuguese travel agencies followed with 19 %. In contrast to shorter time periods, the proportion of Polish travel agents (18 %) increased.
Looking at the overall data (Table 2) , i.e. the share of all outstanding invoices for accommodation after maturity, we will get somewhat surprising data. The Danish (12 %), German (10 %) and Turkish (7 %) travel agencies reported the highest proportion of the outstanding invoices within 30 days, while a very low proportion of unpaid invoices within 30 days were reported for Portuguese (2 %), English (3 %) and Irish (3 %) travel agencies. The proportion of the unpaid invoices by Czech travel agencies made 5%. The feature of surprise of this finding stems out of the comparison with other research data. According to the Bisnode survey (for 2016), Danish and German companies showed a very high proportion of the invoices repaid at their maturity (Danish companies recorded even the highest share which was 90.3 % of the repaid invoices at maturity), while the Irish, English and Czech recorded relatively low share of paid invoices by maturity (30 days). Turkey stood at the centre of that imaginary peloton. Also, the Atradius survey shows that Denmark and Germany are among the countries with the best payment discipline in Europe, measured by invoice parameters paid within 30 days. It is thus surprising that the findings of Bisnode and Atradius differ greatly in terms of England, Ireland, the Czech Republic and other countries. A completely different picture of the country-specific payment discipline of travel agencies with which LeHotels concluded contracts shows the share of the paid invoices within a period of 30 days after the due date, in other words between 30 days and 60 days after the date the invoice was issued. With some exaggeration, it can be deduced that the Danish and German travel agencies pay the invoice 31 days after the invoice was issued, the first day after the due date. The share of the unpaid invoices from the German and Danish travel agencies out of the total outstanding amounts in the period of 30-60 days after the invoice was issued made 3 % in case of German travel agents and 1 % of Danish travel agents. The highest share of unpaid invoices in this period was reported by English, Finnish (both 8 % share of outstanding invoices), French and Portuguese travel agents (7 %). The Czech travel agencies showed a 6 % share of outstanding invoices within 60 days.
The results show that the most-risky countries across all timeframes are Greece and Portugal, which are among the countries with the worst payment morale in all three research surveys. Looking closer to the deadlines, Czech travel agencies must probably count on the fact that many companies in Turkey and Italy pay more than 60 days but less than 90 days, as shown by the Atradius survey. The research survey showed that the worst payment morale, measured by the "border-line", non-reimbursement parameter for the services provided within 90 days, is reported for travel agents from Greece, Portugal, Turkey and Italy. The total number of the outstanding invoices within 90 days of the due date was the share of Greek travel agencies with 28 % (respectively 22 % which means that 22 % of the outstanding invoices in the period of more than 90 were not received by Le-Hotels s.r.o. from the Greek travel agents), Portuguese travel agencies with 9 % (12 %), Italian travel agencies with 9% (9 %) and Turkish travel agencies with 6 % (12 %). The very poor payment morale of some Polish travel agencies, measured by the invoice default parameter of more than 120 days after maturity, confirms the Bisnode survey.
At this point, we compare Le Hotels' payment data with the results of the Atradius survey in relation to the sector and the size of the business. Le Hotels s.r.o operates in the service sector and ranks among SMEs. The investigation revealed that Le Hotels s.r.o. belongs among 91 % of companies in Eastern Europe doing business in the service sector that experienced a late payment from a domestic business partner, respectively among 87 % of companies that experienced a late payment from an indigenous partner. In terms of the size, Le Hotels s.r.o ranks among 87 % of Eastern European SMEs that encountered with payment for their services after 99 days after the maturity when dealing with a foreign company or among 83 % of SMEs, which received a late payment from a domestic business partner. Having compared the average data of the payment discipline of both the domestic and foreign partners of the Le-Hotels s.r.o. (travel agents) with the results of the Atradius study (B2B) it appears that the payment discipline of these partners to a large extent corresponded to the payment culture (in the service sector and B2B among B2B) in Eastern Europe and was worse than the payment morale of Western European companies.
Conclusions and implications
Based on the empirical survey of business partners' payment discipline in the case study (of the chosen company Le Hotels s.r.o.), it can be concluded that the worst payment morale of the business partners is reported for travel agencies based in Greece and Portugal, as also confirmed by other research surveys. On the basis of the monitoring of the fulfilment of the financial indicators for the payment discipline, the Czech companies active (not only) in the hotel industry should keep certain vigilance when trading with Italian, Turkish and Polish companies. In order to optimize the cash flow in hotel operations, it is advisable to provide a balanced business mix, establish a local company (intermediary), and improve strategic internal processes.
Receiving payments on time is one of the most difficult and risky components of the hotel business. From the of view of the risk management in the field of payment discipline, it is now strategically negative for the Czech companies engaged in the hotel industry to enter into business contracts with Greek, Portuguese, Italian, Turkish and Polish partners without the need for "hotel prepayments" for "provided services". These "prepayments" must be settled between the hotel company and its business partner, at least one to two months before the accommodation is made so as to prevent the hotel company from becoming insolvent.To reduce the risk due to poor payment morale, it is recommended to introduce the obligation for these travel agencies to pay via virtual credit cards, when the hotel receives only the credit card number and the financial limit. The hotel company will ask in case of bad-paying business partners to withdraw the money for accommodation or conference events because they cannot get them physically at a given time. A measure in the form of establishing a local company is ideal when it comes to a group business, a group of tourists. It is mostly around 25 rooms and more. For safe "cash flow" at this moment we have to apply so called pre-payment taking place least one month before such a deal, that is, before the arrival of a tourist group. With this step, we can ensure a financial guarantee that the group will really come and the hotel will not be left empty and at the same time it has the funds before the event is held. Within the internal control process, regular monthly "credit meetings" can be recommended. These analyses focused on partners' payment discipline are attended by representatives of the financial and commercial departments. Based on the output data from both departments, it is possible to assess the cash flow of hotel companies and to organize relationships with individual business partners. For the optimal application of the risk management it is important that a new or updated strategic analysis is conducted annually within the business entity according to the development of both the external and internal environment. Financial and payment risks need to be integrated into the formulation of strategic goals so as to identify which of them can put the strategy and its strategic goals at stake.
